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MARKETI NG THE RLF
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MARKETING THE RLF

To be successful In marketing your RLF Program the following
actions are recommended:

1. LOCAL NEWSPAPER--BUSINESS SECTION COVERAGE:

The | ocal newspaper is an excellent place to communicate

i nformati on about the RLF. Contact the business section
editor/writer of the newspaper and meet with them to develop
a feature article on the program. Conmunity newspapers are
ent husi asti c about supporting |ocal business devel opnent and
will be receptive to publicizing the program

2. CHAMBER OF COMMERCE--PRESENTATIONS:

The Chanber of Conmerce will be a primary marketing resource
since it exists to serve the businesses in the community.
Additionally, it is the first place a business goes when
they are considering a new |l ocation. Contact the manager of
your | ocal Chanber of Commerce to: 1) |Informthem about
the RLF and its benefits, 2) Schedule a date/time to present
the program at one of their meetings, 3) Jointly develop an
article for their newsletter, and 4) Request their

assi stance in identifying eligible businesses.

3. BUSINESS LICENSE LIST--MAILING:

Al'l | ocal businesses are recorded in the business |icense
[ist by name and address. This list makes it easy to do
direct marketing to the | ocal business community. Send them
information on the RLF Program and tell them who to contact
for more details on the program.

4. COMMUNITY SERVICE CLUBS--PRESENTATIONS:

Every city has a nunber of service clubs with nenbers from
t he busi nesses that actively support the conmunity.
Exanpl es of these clubs are Kiwanis, Lions, Rotary &
Soroptom sts. These clubs provide a great opportunity to
present the RLF Program at their regular neetings. They
often have newsletters for articles and will feature
progranms |ike the RLF. Businesses that benefit fromthe
program may al so be willing to be included in articles.
Meet with the program committee chairs of these clubs to
schedule presentations with their members.

5. LOCAL FINANCIAL INSTITUTIONS--MEETINGS:
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Working directly with your local financial institutions to
identify potential borrowers is key to the success of a RLF
Program Meet with the managers of the Banks and Savings &
Loans i1n your area to obtain referrals for potential loans.
These institutions will want to work with your RLF Program
because they can refer businesses that do not qualify for
traditional | oans.

6. LOCAL ACCOUNTANTS, LAWYERS & INSURANCE AGENTS--
MEETINGS AND MAILINGS:

The | ocal accountants, |awers & insurance agents and ot her
pr of essi onal support services will be notivated to refer
busi nesses to you. They are interested in their clients
success and will view the RLF Programas a positively. Send
information to these professionals and follow up with
meetings and presentations.

7. LOCAL ECONOMIC DEVELOPMENT CORPORATIONS & SMALL BUSINESS
DEVELOPMENT CENTERS:

These organi zations are actively involved in stinulating
busi ness devel opnent and providi ng techni cal assistance to
smal | business. They can be an excellent referral source
for the RLF Program
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MARKETING CHECKLIST:
mar ket i ng pl an devel oped

mar keting materials (flyer, sanple |oans, etc.)
devel oped

target market based upon comrunity needs and program
gui del i nes devel oped

information nmailed to target market
articles placed in | ocal newspaper

presentations to | ocal |enders, service clubs, rea
estate brokers, appraisers, devel oper, etc. schedul ed

i nformation provided on programto small business
devel opnent center, chanber of commerce, etc.

i nformati on on program placed at business |icensing
of fice
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